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PREFACE 
In recent years, rea l estate transactions have been increasing 
substantially in Malaysia, whereby in Kuala Lumpur i t i s more 
prominent. As the volume of sales have increased, the investor ' s 
choice as to the use of professional assistance-has varried .Investors 
are getting more particular in choosing the r ight person to advice 
him on the investment potential i ty of a property. 
The vendor would want his part icular real estate to be sold at the 
shortest time possible and of course at the highest price he can ge t . 
The same applies to the purchasers as they would demand the 
best from their money's worth. The potential purchaser would 
then need a wide knowledge in the real es tate market in order to 
get the best buy. 
Therefore the estate agent i s both a credit to both th vendors 
and the purchasers as they have foresight, or iginal i ty , keeness 
of perception and dogged persistence to bring deals into being. 
The objective in preparing th i s disser tat ion i s to give a brief 
guideline to anybody who might be interested in operating 
a rea l estate agency firm. I believe being a real es tate agent 
i s interesting and challenging. 
This dissertat ion i s a compillation of suggestions from 
established and experienced Real Estate Agents; theor i t ica l ly 
and pract ica l . 
Although the dissertat ion i s meant for the ordinary layman, 
emphasize will be given to the Registered Valuer and Appraiser 
who might contemplate in getting involve in the rea l es tate 
agency business. 
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